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Intro and Agenda

1. Intro & who we are – Greg
2. Who are you, why are you here? – Lynn 30 min
3. Develop Your Niche (Activity) – Lynn 20 min
4. Legal Entities – Greg 15 min
5. Finding Clients & Internet Marketing ‐ Greg & Lynn 45 min
6. Business Cards – Lynn 20 min
7. Lunch & Business Card Exchange – 30‐40min
8. Closing the deal – Bids, Proposals and Contracts – Greg 25 min
9. What to Charge and How / Accounting 101 [Moved to separate deck] –

Lynn 
10. Client Management – 20 min ‐ Greg
11. Tips, Tricks and Horror Stories / Getting Started With No Cash Cushion
12. Appendix: A few more charts
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Who are we?

• Introductions – Us
– Greg Raiz, Raizlabs

– Lynn Cherny, Ghostweather R&D

• You!
– Consultant now?

– Considering it, why?

– Give us a quick bio
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We did a survey of consultants in design fields …  
“Why do you consult?”
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“How did you get started?”
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WHO ARE YOU AS A BUSINESS
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Your Niche

Freelanceswitch.com
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What do you sell?
What do you want to be?

Types of Sales Package

• Workshops, brainstorming

• Project delivery

• Long‐term design support

• Expert reviews with upsell

• Persona creation

Skills to Sell

• Data analysis (web logs, etc)

• UI wireframes and specs

• User testing

• Reviews of existing 
sites/designs (“heuristic”)

• Prototyping

• Web design + Dev

• Brand studies

• Customer research 
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Who do you talk to?

• Engineering • Marketing
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What does everyone else offer?

Lynn Cherny and Greg Raiz

Art by Lindsay 
Polson, with 
Lynn’s green 
highlight
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“How are you different?”
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Niche Activity

What special skills do you have?
(See worksheet.)

Also: How many years of experience do you 
have?  Write this down too.

Tip:  Remember this when building your website, 
portfolio, and business card!
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Survey said….  Maybe not all great.
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How will people find you?
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LEGAL ENTITIES
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Legal Entities

• Individual Sole proprieter

• Partnership

• LLC’s

• Corporations
– S corp

– C corp

(I’m not a lawyer, this isn’t legal advice)
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From the 
Bookkeeping 
for Dummies 
workbook

18Lynn Cherny and Greg Raiz



“What type are you?”
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Sole proprieter

• Quick and Easy

• Doing Business As   (DBA)

• Low cost

• Lower legal bar

• Lower protection
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Partnership

• Going into business together

• Shared responsibilities

• Shared risk & reward

• Relatively simple

• Limited protection

• Articles of partnership
– Business, Name of Firm, Duration, Investment
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Limited Liability Company (LLC)

Hybrid between partnership and corp…

‐ Limited liability for owners (separate business 
from personal accounting)

‐ Pass‐through income taxation

‐ Gives the impression of a larger company

‐ Single owners are taxed as a sole proprieter
‐ (With multiple parties) LLC files a 1065 and gives 
the individuals a K‐1 for their 1040
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Corporations

‐ Greater legal protection
‐ Ability to have shareholders/investors
‐ S‐corp allows pass‐through income 
‐ C‐corp for large companies with investors
‐ More complex filings, taxes
‐ C‐corp revenues are taxed twice

‐ Once as earnings for the corp
‐ Once again as personal earnings
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I’m not a lawyer

• You will want legal advice.
– Contracts

– Employment

– NDA’s (non‐disclousure agreements)

• You can do it yourself, but know who to call if 
you need help. 
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Horror Story: 
Be careful buying on the internet

• How I ‘bought my corp’ online

• You get what you pay for:
– IRS problems

– EIN problems

– Share distribution issues

– Annual filing headache
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FINDING CLIENTS/NETWORKING
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Finding Clients / Networking

• Creating a simple lead funnel
• Using your Existing Contacts
• Online sites (monster, craigslist)
• Networking sites (Linkedin, Twitter)
• Organizations (UPA, CHI)
• Website leads
• Blogging/Publishing
• Advertising (Google/Overture)
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Leads

Quality Leads
Prospective 

Clients

Clients

Contacts Networking Advertising Organizations Publishing
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Managing a lead funnel
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People you already know

• You know at least 200 people
– Do they know you’re consulting?

• Use your email signature to tell your message

• You don’t need to spam your friends you just 
need to keep in touch

• Past employers and past co‐workers can be 
great leads if you are on good terms
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Online Job Sites

• Posting your resume on monster / hot jobs
– High signal to noise, lots of recruiter traffic

• Prospect on craigslist
– How to use signal to noise to your advantage.

• LinkedIn Profile – keep it up to date and get 
reviews of your past work

• Boston CHI, UPA Boston, ENET, WebInno, MIT 
Forum, BayCHI (& their consultants list), etc... 
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Some of Our LinkedIn Reviews
"In a 3 day project, Lynn was able to absorb the objectives and 

target audience of our service, earn the trust of the engineers, 
designers, and product mangers, and recommend important 
design corrections. Several months later those mid course user 
experience and design corrections are still spot on, and still 
being followed. Lynn was especially strong at knowing the 
fundamentals of good UE design for a consumer internet end 
user audience.”

“Greg has worked with me in developing software for our 
customers, he has a good understanding of the business 
requirement and we have always been exceptionally happy 
with his quality of work and responsiveness.” 
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Professional Organizations

• Get involved
• Find collaborators
• Find clients
• Get the jump on news, events, etc.
• Be seen as an expert/leader
• Build your resume
• Can’t volunteer? Present, run a workshop, 
show up, get involved.
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Online Networking Sites

• LinkedIn – look up clients, post links to your 
site/resume to drive traffic to your business

• Keep a profile on Interaction‐design.org (and 
others like it)

• Plaxo – links to your activity in other places, 
including blog updates

• Facebook, Twitter, Hi5, Bebo, Orkut, BrightKite, Technorati, 
FriendFeed, Delicious, Digg, Meetup, Plaxo, etc. 

Links  drive search   Traffic
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Survey says, Networking is Critical to 
Keep up the Leads
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Blogging/Publishing

• Anyone can do it. 

• (Almost) Everyone does it. 

• Helps drive traffic to you

• Usually the traffic doesn’t convert

• But when it does convert it can be big

• Improves search rankings

• If you have one, watch what you say!
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Advertising

• Conversion Rate = % of people that perfom 
the action you want

• Click through Rate = % of people that click on 
your ad

• CPM = Cost per thousand views (roman M)
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Advertising
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Other Ways to Market

• Newsletters

• Holiday cards

• Swag

• Events

• E‐books
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All Lead into Website and Email
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INTERNET MARKETING & SEO
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Internet Marketing

• Have a web presence – madatory!

• Drive traffic to your site from other 
sites/presence you create

• People will definitely google your name.  Be 
aware.
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Activity: Try it now

• Google your own name

• Google your first name + your niche

• Try the words you expect people to use to find 
you and see what comes up. 

• How do you get there?
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Get Googled!
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Get found by others: SEO basics
• Use real page titles (<title> tag), make 

them differ across pages.
• Put the words you want in your important 

page titles (“Boston UX consultant” etc)
• Use H1, H2, H3 for tagging important 

content (don’t override them with styles)
• Use good, plain, catchy titles on posts and 

documents
• Put alt tags on images in your document 

that help it be indexed
• Link and be linked to (post your url in 

comments on other blogs, etc)

• Have good text content!  And refresh it.
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BUSINESS CARDS
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Business Card Resources

• VistaPrint and other fast resources – cheap, 
easy (www.vistaprint.com)

• Overnight Prints – High Quality stock, rounded 
corners (not always overnight)

• MOO Cards from Flickr – a way to be original, 
without a lot of design overhead

48Lynn Cherny and Greg Raiz



Vistaprint templates
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Other Professions
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Personality
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The boring resume approach
and the ones people really like…
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Lynn’s Evolutionary Process
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Raw material

Tip: Stanford’s Vector Magic 
site… convert your photo to a 
vector object you can work with!
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LUNCH AND CARD EXCHANGE
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PROPOSALS AND CONTRACTS
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Proposals and Contracts

• Understand what the client wants 
• Scope the work (project/hourly)
• Summary 

• Legal stuff
• Milestones and Deliverables

• Upfront payment

• Maintenance and longer term projects

• Schedule



Understanding Needs

• Who is the existing team?

• What skills are on the team?

• What gap/problem are you going to fill?

• How will they measure your success?

• Can you do it yourself?

• If not who can help you bid/quote?
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Do you even want this job?

• Client personality
• Client problem

– “Make sure you agree with the client on what the 
problem is before you agree to the job.”

• Is your client ready to accept your 
recommendations?

• Can you agree on a timetable?
• Can you agree on who is responsible for each 
task?  (Agree in writing.)

61Lynn Cherny and Greg Raiz



Scope the work

• Hourly vs. Project – depends on the client, 
project size and expected durration. 

• Be clear about what you will and won’t do
• If using a project protect yourself from scope 
creep. 

•Design is iterative so build in iteration cycles or 
revision milestones.

•Hourly is easier but can be unpredictable



“How do you quote rates?”
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Sample Proposal



Contracts  &  Proposal Sections
aka “Terms of Service”

‐Overview

‐Authorization

‐Copyright and trademarks

‐Completion Dates

‐Deliverables

‐Indemnification

‐Duration and Cancelation

‐Payment Schedule

‐Work Milestones

‐Cost

‐Billing structure

‐Late payment

‐Interim charge cap

‐Schedule for project

‐No spec work

‐Termination of services

‐Ownership rights

‐Sudden or unforeseen clause



All Contracts Must Have At Least These

• An offer (= proposal for work)

• Acceptance language (usually with time limit)

• Consideration (= payment clause)
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Upfront payment
• For Startups and less established companies (30‐50%) 
upfront

• Can be used to start your consulting business with 
little or no upfront cash (you have no cash cushion)

• Doesn’t work for larger companies

• Doesn’t work for large projects
•Also use interim‐caps

‐Get paid for every x dollars of work done

•Net Terms (30/60)



Tip: Maintenance Phase Offer
• Keep your clients engaged for longer
• Consistent revenue when times are slow

• Foot in the door for future projects



Schedule
•Keep track of time (both hourly and project)

•Experience will help you estimate future work

•Watch for scope creep as it will impact the schedule

• Horror Story: Their schedule was 9 months off



Closing the deal… Tips and Tricks

• Follow up, thank you

• Gifts and notes

• Underbid?

• References

• Spec work?  High Risk

• Meet the rest of the team

• Others?
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RATES TO CHARGE
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Calculations up from last annual salary

Lynn Cherny and Greg Raiz

5 days * 52 weeks =  260 base 
weekdays

Minus 6 national holidays, 10 days 
vacation, 2 personal days, 5 days sick 
leave =  237 working days

Assume work day of 7.5 hours 
(lunch isn’t paid time):  =1777.5 hours 
Assume last annual salary: $100K

This means you were making: $56/hour
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Survey says…

Women work fewer hours per week on average in this sample.
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Off‐the‐shelf Software Costs!

Lynn Cherny and Greg Raiz

Software Cost

(Adobe Photoshop) ($300 ‐ $600)

(Adobe Acrobat Professional) ($288)

(Adobe Dreamweaver) ($270)

OR Adobe Create Web Design Suite CS3 OR $1533 (new)

Office Professional 2007 $215

Visio Professional 2007 $279

Axure RP Pro $589

Tableau (for stats) $500

Concordance Software $99

XLM Data Miner  $90

Adobe Premiere Elements $73

TOTAL $4911
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And time between jobs…
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Add into this rate your expenses…

Lynn Cherny and Greg Raiz

• Health insurance:   min.  $400/month (me only)
• Software:  $5000
• Conference:  $2000
• Computer etc  $1000

…estimate at least $10K for expenses to add

Missing assumptions that are also crucial:

Higher tax rate (self‐employment rate),  SEP IRA not 401K;
Unpaid days for business overhead (proposal writing, SEO, site 

building, prospecting etc)  ‐ reduce working days by 10‐20 or more!
Unpaid time between clients/projects – hard to estimate.
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Sample calculations, cont.

Lynn Cherny and Greg Raiz

Former assumption of 237 base days….
Subtract unpaid work days and add in for breaks 
between jobs (20% estimate time, non‐billable)

=190 billable days

Times 7.5 hours/day 
=  1425 hours

Aim for base $100 + 10K expenses = $110K annual

This means charge approximately = $77/hour
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Actual Rates of UX/Usability People…

Visual designers and technical people are charging 
less, on average (it’s a small sample, but consistent 
with Freelanceswitch findings).
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Includes all 
types of 
consultants 
in the 
survey, not 
just UX.
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Experience and Rate
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Very different from 
freelanceswitch.com survey rates!

Our UX survey sources were older, 
better educated, more full-time, and 
in slightly more specialized roles.
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Tips and Tricks

• Commonwealth Choice health coverage via 
MA – easy to get good rates here

• Free software options – open source or from 
friends
– Google Apps for domains (and apps)

– Stay compatible with Office docs

• You can change your rates, but with care.
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CLIENT MANAGEMENT
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12 Breeds of Client

http://freelanceswitch.com/clients/12-breeds-of-client-and-how-
to-work-with-them/
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How To Work With One:
The you-should-be-so-lucky client can be a great asset 
to your portfolio, but that will be the main reason to do 
the job. Because everybody wants this type of job (until 
they’ve actually got some) there are many talented but 
green freelancers more than happy to work for almost 
nothing. If you are a student this can be a great thing to 
do, but for a seasoned freelancer it can impact your 
cash flow. So pick your you-should-be-so-lucky clients 
carefully and use them sparingly to impact your portfolio 
or break up the monotony of corporate jobs. And of 
course, make sure you enjoy being that damn cool!

How To Work With One:
Make sure your budget client realizes they are on a 
budget and that therefore their work may not always be 
first priority and that you probably can’t get those extra 
changes or revisions in because it simply doesn’t make 
good business sense. If your budget client gets 
aggressive or manifests other negative traits, accept that 
they aren’t worth it and let them go.
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During the engagement

• How’s it going?

• Milestone checkins

• Pitch more work

• Scale back or redefine scope of job

• Network up and out 
– VP, C‐levels, other teams who may need you

– Other consultants that you might work with later
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Horror Stories

• Legal issues

• Bad Clients
– Waste your time

– Something for nothing

– Won’t pay

– Doesn’t understand their own business

• Startups 

• Recruiters
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Horror Stories

• You will make mistakes, plan for it

• Look for red flags

• Protect yourself
– Timewasters – hourly rate, no partial hours

– Something for nothing – project rate, quote high

– Won’t pay – pre‐pay for work/milestones

• Startups 
– Avoid equity, limit risk if not funded
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Horror Stories

• Recruiters
– “They lie”
– They are not your best friend
– Take a cut off, work on commission (lowers your take 
rate substantively)

– Can’t get you jobs for much more than $75/hour –
they will laugh at your real rate.

– May make you interview twice (them, then client)
– Spam phone calls and email forever

• 78% of survey respondents Never or Rarely use 
recruiters
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Wrapping up…

Our survey says… life is generally better as a 
consultant.
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Starting your business with no cash

• Moonlight while you’re working full‐time to build some 
client base

• Multiple jobs with flexible hours and benefits 
(Starbucks)

• Get paid up front (50%)
• Recruiter as a career‐starter: Take some lower paying 
jobs to start with (W2 even)

• Convert your current job into consulting
• Interview as a full‐time employee and then ask for 
consulting gig (caveats)

• Craigslist mini‐projects
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Unfortunately, this is not a real book. 93Lynn Cherny and Greg Raiz



Thank you!

Lynn@GhostWeather.com

Graiz@raizlabs.com
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A COUPLE EXTRA CHARTS
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Freelanceswitch Survey Demogs

N=3700, 
freelanceswitch.com survey 
of creatives in 2007  -
mostly young male web 
designers!  Very different 
from our survey of UX folks.
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N=85, our survey 
of 
UX consultants
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Educational background of UX folks 
only
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Where they work from
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